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Fashion Under Five Labels 

BOBBIE BROOKS . . . Day-time, play-time, 
date-time apparel for young adult women. 

STACY AMES . . . Dresses for career girls. 

KELLY ARDEN . . . Junior petite dresses. 

COLEBROOK . . . Full-fashioned sweaters, skirts, 
swimwear. 

STRETCHINI . . . Stretchwear and cotton knits 
for children and sub-teens. 
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sales 


profits 


Sales have reached new records during every year 
in our history and have tripled during the past 
four years. 


Net profit has consistently climbed faster than 
sales and is almost VA times higher than four 
years ago. 


Bobbie Brooks, Incorporated, 1963 results in brief 


operations: 


Net Sales. 

Earnings Before Income Taxes. 

Earnings After Income Taxes. 

Net Earnings Per Share Based on 
Average Number of Shares 
Outstanding During Year. 

financial: 

Working Capital. 

Current Ratio. 

Property, Plant and Equipment—Net . . 
Shareholders’ Equity. 


Year Ending April 30 


1963 (*) 
$75,762,400 
6,647,600 
3,403,800 


1962 (*) 
$63,920,900 
5,808,000 
2,837,700 


1.09 .91 


$ 9,569,600 

1.6 

$ 7,768,100 
$13,941,000 


$ 8,316,100 
1.7 

$ 5,445,400 
$11,566,900 


*1963 results reflect acquisition of Stretchini, Inc., on a “pooling of interests” basis, 
and 1962 figures have been adjusted to include its operations. 
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Bobbie Brooks is beginning its 25th year with an un¬ 
interrupted record of growth during every year of our 
history. New peaks were established in all phases of 
our operations during the year ended April 30, 1963, 
and the outlook for the future is good. 

Net earnings reached a new record for the 12th con¬ 
secutive year. The total of $3,403,800 was 20 per cent 
over the $2,837,700 earned during the previous 12 
months. Figures for both periods include operations of 
a subsidiary acquired during fiscal 1963. 

Earnings per share of $ 1.09 on an average of 3,130,768 
shares outstanding compared with 91 cents on the 
average of 3,117,798 shares for the preceding year, as 
adjusted for the two-for-one stock split effective last 
August. 

Our new sales record of $75,762,400 was 18.5 per cent 
higher than the $63,920,900 total for the preceding year. 

Sales now are 3 times higher than in 1959, while 
net income is almost 3*4 times higher. 

Firm Foundations 

The fact that we will during the current year round 
out a quarter-century in which each year’s sales have 
been higher than those of the year before reflects the 
effort made by Bobbie Brooks to plan for progress on 
a long-range rather than a short-term basis. 

The growth opportunities inherent in our basic young 
adult market have long since been proved, and Bobbie 
Brooks is a principal factor in this field. 

We have long looked upon growth as a normal ex¬ 
pectation, and have sought to develop a unique, practi¬ 
cal, and economically sound progress formula for in¬ 
dustry leadership. 

This formula includes concentration on the fastest- 
growing segments of the vast $15,000,000,000 women’s 
wear market, development of an increasingly diversified 
product line, and the providing of an unusual degree 
of service to customer stores on a localized basis. It 
also includes emphasis on translating growth opportu¬ 
nities into profit improvement. 


Extensive Preparations 

Tripling sales in four years and at the same time in¬ 
creasing net income at an even faster rate has been 
possible only through extensive planning, investment 
and preparation in such projects as the following: 

1. Establishing of sales offices and showrooms in 
28 major metropolitan centers and establishing of a 
large national marketing staff to bring service within 
local reach of every customer. 

2. Developing a design organization capable of cre¬ 
ating up to 450 Bobbie Brooks styles during each of 
five selling seasons. We present stores with a complete 
line of fresh new merchandise every 10 weeks. 

3. Creating a manufacturing and engineering team 
able to move with the speed and efficiency required to 
produce a highly diversified product line at a volume 
of over 15,000,000 garments a year. 

4. Building a central distribution center the size of 
four football fields, with inventory controlled by com¬ 
puter and with automatic facilities capable of filling 
orders at a rate as high as 120,000 garments a day. 

5. Planning and putting into action our industry’s 
most extensive computer program for greater efficiency 
in integrating all phases of our operations. 

In total, these projects represent a combination of 
strengths which would cost many millions of dollars 
to duplicate and which we believe has put us in an 
excellent position for continuing leadership in terms 
of service and profitability as well as future growth. 

Broadened Base 

Our tested and proved programs which have been so 
effective in the young adult field are now being ex¬ 
tended in new directions, both in serving our tradi¬ 
tional age groups and in entering large new markets. 

Under the Bobbie Brooks label, we are this year 
introducing a new skiwear line and a swimwear line. 
These are expected to add substantially to our annual 
sales, exclusive of the anticipated continuing increases 
in orders for other categories of Bobbie Brooks apparel. 
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At the same time, three subsidiaries are launching us 
into large new marketing fields at an encouraging pace. 

These subsidiaries are Stacy Ames—Kelly Arden, 
marketing dresses for career girls; Colebrook, one of 
the fastest-growing sweater labels; and Stretchini, 
serving girls from 3 to 13 years of age. 

Combined sales of these subsidiaries totalled 
$19,552,000 during the year ended April 30, an increase 
of 43 per cent over the preceding year. This progress 
is continuing, and the results to date indicate the 
potential which these acquired firms add in making 
Bobbie Brooks a family of growth companies. 

Dividend Increased 

Conducting all growth programs on the basis of sound, 
conservative financial practices is a primary policy of 
Bobbie Brooks. We expect to carry out our expansions 
through earnings, without public financing which would 
dilute earnings per share. 

The quarterly dividend was increased to 10 cents 
per share with last November's payment. This was the 
fourth increase in 2 l /z years, and the Company antici¬ 
pates that shareholders will continue to share in profit 
progress. 

While a large physical expansion during the past 
year has more than kept pace with immediate needs, 
we are already planning several new facilities for the 
current year. It should be remembered that much of 
our production is handled by contractor plants, and 
absorbing new volume in our own facilities provides 
excellent opportunities for profit improvement. 

The fast availability of new data from our computer 
system is enabling us to sharpen our overall planning 
and budget controls and strengthen our profit programs. 

Substantial Growth Ahead 

Advance bookings for the fall line are well above a 
year ago, indicating a strong first quarter, and we are 
anticipating continued sales increases for the coming 
fiscal year. 


Growth is worthwhile only if it means the maintain¬ 
ing and building of the Bobbie Brooks traditions of 
good service, fashionable styling, product quality, and 
moderate prices. We have the organization and back¬ 
ground to improve performance in these fields con¬ 
stantly in line with our continuing long-range objective 
of a 15 per cent volume increase per year. Our progress 
has been rapid, and we believe that it will continue. 









operations planning and growth preparations 


The growth of Bobbie Brooks from an annual volume 
of $25,000,000 to $75,762,000 in four years reflects not 
only a successful design and marketing concept, but a 
back-up organization able to put this concept into 
action on a large-scale national basis. 

Bobbie Brooks, in producing many categories of 
outerwear coordinated in terms of styling and color, 
is basically providing a new approach to fashion and 
a new service to stores. 

A good example is provided by a single fashion group 
from our fall line, called “Country Looks/' This group 
includes 32 separate garments . . . culottes, wrap¬ 
arounds, knee ticklers, shifts, cardigans, turtle necks, 
walkers, pants, stretchpants, shirts, blouses and many 
other items, each available in several colors and all 
sizes. This is just one individual group out of the full 
line of approximately 450 styles created by our design 
and merchandising staff in New York City for the 10- 
week fall selling season. 

This diversity, coupled with a comprehensive year- 
around line of basic-in-stock merchandise, provides a 
store with a constant supply of new styling to smooth 
out seasonal selling seasons and a core resource for 
operation of a successful young adult department. 

Our extensive color and style coordination also opens 
new opportunities for the store in multiple selling. A 
girl who buys a new Bobbie Brooks skirt, for example, 
immediately becomes a customer for many other pieces 
of coordinated apparel. By buying a few basic items 
and wearing them in different combinations, she appears 
to have a different outfit every time she leaves her home. 

In total, our design and marketing concept enables 
most stores to open up large new sources of revenue in 
selling to young adults. The same concept benefits 
Bobbie Brooks, in terms of long-range stability of pres¬ 
ent business and the development of new volume. 

A Matter of Logistics 

Our styling concept is also a matter of planning, organi¬ 
zation, and logistics. For example, a single store might 
theoretically place an order for 100 styles in three colors 
and seven sizes. The 2100 pieces involved in such an 
order could, as an extreme example, come from as many 
as 55 different Company-operated and contractor plants. 
Each group of styles must be ready and waiting to go 
into one shipping package on the date specified by the 
customer. 

We have as many as 15,000 orders on hand at any 
one time. While most of them are far less complicated 
than the illustration cited, some are even more involved. 
In short, while any of our individual fashions might be 
duplicated, the job of meeting the many and varied 
needs of this nation's large retailers in the volume that 
we do, on schedule and at moderate prices with color- 
coordinated and style-coordinated merchandise, re¬ 
quires a large, trained, experienced organization and 
extensive facilities. 

The heart of these facilities is the Cleveland Distri¬ 
bution Center and Headquarters Office, expanded by 


83,000 feet during the past year to a total area of 223,000 
square feet. As orders for a new line flow in from the 
field, our 1401/1410 IBM computer center constantly 
reviews them against the inventory of as high as 2,000,000 
garments at the distribution center. 

Such inventory is difficult to visualise. It means tier 
on tier of hanging and boxed goods, literally acre upon 
acre of garments, each requiring careful handling to 
avoid soiling or wrinkling. It means 10,000 different 
styles, colors and sizes . . . what we call stock-keeping 
units. 

Orders are allocated by computer, then fed into our 
new progressive order filling system, which includes a 
2400-foot monorail chain drive network for automatic 
operation of 400 stock trucks. Average elapsed time 
to fill an order is l Vi hours, compared with the half-day 
or more formerly required. 

Other New Facilities 

Our program of starting up at least two new manu¬ 
facturing plants a year calls for setting up a pilot opera¬ 
tion first, to train approximately 100 sewing operators, 
then replacing the pilot operation with a modern new 
plant of from 40,000 to 50,000 square feet, and employ¬ 
ment of about 400 persons. This is the size of plant we 
find most flexible, efficient and economical. 

A new 40,000 square foot plant was put into opera¬ 
tion at Butler, Pa., during the past year. New pilot 
plants were started at Washington, Pa., and Greensburg, 
Pa., and the Washington operation will be expanded 
into a full-sized plant this year. The Cleveland Plant 
was moved into modern new quarters above our distri¬ 
bution center, for improved production efficiency. 

A 43,000 square foot quality control center was 
opened at Elizabeth, N.J., to improve performance and 
save money in delivery of piece goods and fabrics to 
plants and to provide for better control of our knitwear 
manufacturing activities. 



Automatic trucks of new material handling sys¬ 
tem speedily move orders through expanded 
National Distribution Center. 








Headquarters offices at Cleveland were enlarged, and 
a number of new sales offices opened. 

Our Stacy Ames subsidiary doubled the size of its 
New York distribution center and also enlarged its 
cutting room and office facilities. Colebrook enlarged 
plants at Hialeah, Florida, and Coamo, Puerto Rico, 
as well as opening a new plant in Italy. Stretchini has 
just opened a new plant at Port Chester, N.Y., and is 
doubling shipping facilities at its Larchmont, N.Y., 
headquarters. 

A number of other physical expansions of our facili¬ 
ties are in the planning stages. 

Bobbie Brooks and its subsidiaries now operate 17 
plants and also utilize the services of about 40 supplier 
plants working under our close supervision. 

Financial Condition 

In spite of the record physical expansion and related 
start-up expenses during the past year, the Company's 
financial condition is considerably stronger than a year 
ago. 

Working capital of $9,570,000 on April 30 compared 
with $8,316,000 on the same date a year earlier. Total 
assets of $32,843,000 at the year-end were up 24 per 
cent during the 12 months. Current assets of $24,823,000 
were in a ratio of 1.6 to current liabilities. Unsecured 
lines of bank credit are available in the amount of 
$8,600,000, not including lines of credit granted by 
banks to our acquired subsidiaries. 


A Capable Organization 

Bobbie Brooks and its subsidiaries now have approxi¬ 
mately 4000 employees, and utilize the services of nearly 
this many more at contractor plants. A stock purchase 
plan was put into effect during the past year to en¬ 
courage employee interest in the progress of the Com¬ 
pany. Wage and benefit programs compare favorably 
with the best in our industry. 

Our Company has during recent years made a major 
effort to develop management depth. Many capable 
younger people have been added to our management 
organization by promotion from within, and from out¬ 
side sources. These people are responsible for much of 
our present success, and we expect that they will con¬ 
tribute materially to the Company's future progress. 



Dress is inspected for fit and length on the 
production floor of the new Cleveland Plant. 














“the many looks of Bobbie Brooks”... 



Bobbie Brooks sales per customer store rise year after 
year, but individual stores are now showing increases 
far more dynamic than the average. Many of these 
stores are increasing their purchases of our apparel by 
30 per cent, even 100 or 150 per cent in a single year. 
The number of stores buying from S400,000 to 5600,000 
or more of our products a year is climbing at a particu¬ 
larly encouraging rate. 

Gains such as these show the potential of store pro¬ 
grams which recognize the full scope of the retailing 
revolution spearheaded by young adult women, whose 
numbers are increasing three times as fast as the total 
population and whose buying power is at record and 
still-rising levels. 

Bobbie Brooks seeks not only to sell apparel for these 
young adults to department stores and specialty shops, 
but works even harder to help retailers move this mer¬ 
chandise into the hands of their customers. 

Each store has a personality of its ow n, and to serve 
a store well, a manufacturer must be intimately ac¬ 
quainted with that store, its objectives, and its needs. 
A New York showing does nothing in this respect, but 
a trained marketing representative stationed close at 
hand can provide valuable assistance. 

This is the function of our marketing staff of 200 men 
and women, including a road sales staff of 116 that is 
being expanded steadily with the aid of an intensive 
sales training program. This road staff works from 28 
marketing offices and showrooms. New offices were 
opened during the past year in several cities, and more 
will be opened at frequent intervals. 

Another marketing force of growing proportions is 
the emergence of a stronger and stronger Bobbie Brooks 
brand name. The Company’s sales promotion budgets 
are established on a percentage of volume basis. This 
means that, as we grow, a more extensive program can 
be carried out to make the Bobbie Brooks name a mag¬ 
net for drawing young adults into customer stores. 

We conduct an aggressive national advertising cam¬ 
paign in the magazines that young adults read. In addi¬ 
tion, newspaper fashion pages and fashion magazines 























a marketing story 

publish news column material about Bobbie Brooks 
fashions and the America's Junior Miss program which 
we sponsor with Coca-Cola and Kodak. Our “Ward¬ 
robe Magic" booklets on good grooming have now 
been distributed to 4,000,000 girls. 

The larger part of our promotion budget goes into 
sales aids which every customer store can use directly 
in building young adult traffic on a local level, and every 
marketing representative is trained to serve stores as an 
extension of their own sales promotion staffs. This 
policy encourages store promotion of our brand name. 

We provide statement enclosures which stores are 
using in the millions, capable stylists to assist with 
fashion shows and other store promotions, display 
materials and ideas, merchandising racks, and many 
similar aids to help stores build their sales of Bobbie 
Brooks products. 

Equally important is our program of constant market 
analysis as a means of reporting to stores on the dra¬ 
matic sales opportunities available in the young adult 
market. 

A complete musical show prepared by Bobbie Brooks 
and presented by a Broadway cast, was viewed in May 
and June by approximately 1800 store executives, buy¬ 
ers, press representatives and financial leaders in New 
York and Cleveland. 

This show portrays the shopping habits and desires 
of the 9,000,000 young women from 13 to 19 years old, 
the lower range of our 13 to 24 year old market target 
area. These girls .. . who shop in packs, buy a complete 
new wardrobe every year, look upon clothing as more 
important than at any other time in their life, and have 
more and more money to spend ... are among today's 
dominant retail customers. 

They like one-stop young adult departments where 
they can fill all their apparel and related needs. They 
expect such departments to have friendly personnel, 
large and private fitting rooms, even a place to put 
their armloads of books and call their friends. 

The story of these young adults, their needs and 
desires is told in greater detail in the just-published 



Fourth Edition of our Young Adult Work Book, a com¬ 
prehensive research project carried out strictly to pro¬ 
vide information for store executives. Each of our sales 
representatives also is equipped with a film projector 
to use in showing other Bobbie Brooks market infor¬ 
mation material to store executives and young adult 
department saleswomen. 

Through expansion of product lines to strengthen our 
position as the core resource for young adult depart¬ 
ments, through personal service to stores on a local 
basis, and through brand name sales promotion, Bobbie 
Brooks is now helping approximately 7000 customer 
stores to build volume and profit through merchandising 
of the Bobbie Brooks label. We believe that our average 
sales per store will continue to increase as growth en¬ 
ables us to intensify all of our marketing programs. 


























the Bobbie Brooks family of 


Our acquisition program, just over two years old, is 
working out successfully. 

Stacy Ames-Kelly Arden, Colebrook and Stretchini 
are each proving themselves capable of continuing 
major expansion, as indicated by their 43 per cent sales 
increase last year to a total of $19,552,000. This is about 
a quarter of our total volume. Equally important, the 
profit contribution of the subsidiaries kept pace with 
volume growth. 

Their operations are exactly in line with our acquisi¬ 
tion objectives. We have not been interested in volume 
as a primary acquisition goal. Instead, we have sought 
to bring capable young management teams and long- 
range growth potential into the Bobbie Brooks organi¬ 
zation, in fields which are related to our own but carry 
us into different age, price and product ranges. One 
acquired company, Abby Michael, Ltd., did not show 
results equal to our expectations, and its business ac¬ 
cordingly was terminated during the past year. 

In addition to acquisitions, we have also established 
foundations for the steady development of profit from 
overseas operations, with a firm base for participation 
in the European Common Market established during 
the past year. 


will contribute to efficiency, and will also be at the 
service of our other New York operations. 

Shipments of Stacy Ames and Kelly Arden are at 
record levels, and further major gains are forecast for 
the current year. 

Colebrook... a Sophisticated Image 

Colebrook, Inc., and Colebrook Mills, Inc., acquired 
in April of 1962, are making a two-way contribution 
to the progress of Bobbie Brooks. 

First, sales of full-fashioned sweaters and skirts under 
the Colebrook label increased 28 per cent last year, to 
$5,235,000. Second, Colebrook’s knitting mills are an 
important supplier of sweaters for sale under the Bobbie 
Brooks label. 

The Colebrook line presents a sophisticated quality 
image, in the career girl and misses age group. Every 
full-fashioned sweater is offered with a skirt dyed to 
match ... in 19 colors for the fall line. A new line of 
bulky knit wool dresses has been introduced, and full- 
fashioned swimwear also is provided. 

Colebrook’s business with larger stores is developing 
rapidly, and it serves about 3000 accounts. 


Stacy Ames-Kelly Arden 

Stacy Ames, Inc., founded in 1957 and acquired in 
February of 1962, has within a short period of time 
become one of America's principal suppliers of dresses 
for career girls. Its image is one of fashion and quality, 
as is that of its Kelly Arden Division, which is fast 
becoming one of the most important resources in the 
junior petite dress field. 

Combined Stacy Ames-Kelly Arden sales during the 
past fiscal year were $9,957,000, an increase of 61 per 
cent over the preceding year. 

The road staff has been increased, regional offices 
established, the number of accounts increased, product 
lines extended, and sales promotion aids introduced. 

Facilities have been substantially expanded both to 
provide for improved delivery and to handle anticipated 
increases in volume. 

Administrative offices and showrooms in New York 
City have been doubled in size, cutting facilities have 
been enlarged to 14,000 square feet, and the distribution 
center has been doubled in size to 25,000 square feet, 
with modern material handling equipment installed. The 
center has a capacity for warehousing 100,000 dresses, 
and is equipped to ship 20,000 units a day. 

Stacy Ames has now reached a size where it is in¬ 
stalling on its premises its own computer center. This 


Colebrook Mills and Bebeco 

The modern Colebrook Mills plant at Hialeah, Florida, 
has been doubled in size to 70,000 square feet during the 
past year and has been working three shifts a day to 
keep up with demand while new equipment is put into 
operation. 

This plant starts with the yarn, and knits and as¬ 
sembles the entire sweater, utilizing a combination of 
employee skills and modern high-speed equipment to 
develop excitingly new designs and fashions for sale at 
costs which are relatively low in view of the high 
degree of quality involved. 

Colebrook also operates a plant at Coamo, Puerto 
Rico, which has been substantially expanded. 

During the past year, Colebrook also has become 
international. It has launched an Italian subsidiary 
called Bebeco, which is located near Florence and is 
already operating a pilot plant there with plans for 
producing sweaters for the Common Market. 

Stretchini Is Expanding 

Our acquisition of Stretchini, Inc., completed during 
the past year, puts us into two broad new fields . . . 
children’s apparel and stretchwear. 
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Amsterdam models show the Bobbie 
Brooks Town Cotton group, manufac¬ 
tured by Bobbie Brooks (Europa). 


growth companies 


Stretchini sales have nearly quintupled in the past 
three years, and added S4,360,000 to our volume during 
the year just ended, a gain of 30 per cent over the pre¬ 
ceding 12 months. Advance bookings are at record 
levels, and much more growth is in sight. 

This subsidiary makes stretchwear for girls from 3 to 
13, including stretch slacks, swimwear, skiwear, leotards, 
sweater shirts, tights and petti pants. It is currently 
diversifying into cotton knits. During the past year, it 
developed a new “thermastretch" fabric . . . layers of 
polyester foam and stretch nylon ... which has excellent 
qualities of warmth, water-repellence and lightness. 

A new pilot plant has been opened at Port Chester, 
N.Y., and will be expanded into a major installation if 
initial operations prove successful. With the move of 
some operations into this plant, shipping facilities of the 
headquarters facility at Larchmont are being doubled. 

Stretchini now serves about 1500 department stores 
and specialty shops. It also plans to make future use of 
a new label, Taffy Tucker, for children's wear. 

Children's wear represents an obvious growth market 


as today's army of teen-agers marries and forms fami¬ 
lies, and Stretchini's operations represent our first step 
towards long-range leadership in the children's field. 

Bobbie Brooks (Europa) 

Overseas operations presently represent a small part of 
our volume and income but do have an important long- 
range potential confirmed by our experience to date. 

The first product line has recently been introduced 
by Bobbie Brooks (Europa). This is a profit-sharing 
venture of our Company and H. Berghaus N.V., a large 
and experienced Netherlands women's wear firm with 
offices throughout the Common Market area and ad¬ 
jacent countries. Bobbie Brooks (Europa) is licensed 
to use our label, styling, promotion and production 
know-how in the European market. It also will purchase 
sweaters from Bebeco, the Italian subsidiary of Cole- 
brook. 

Other licensing arrangements in Canada, Mexico, 
Japan, and South Africa are working out well, as our 
Bobbie Brooks styling receives an enthusiastic response 
from young adults wherever it is introduced. 







long-range trends and planning 


Sales under the Bobbie Brooks label have increased at an average annual rate of 
22 per cent for the past five years, excluding the effect of acquisitions. This compares 
with an average annual increase of 13 per cent for the preceding five year period 
ended April 30, 1958. 

The best customers for sportswear are young adults, whose numbers will grow 
in a predictable curve until half the population is in the 25-year-old and under 
category by 1975, and Bobbie Brooks is a principal factor in the young adult 
women’s wear field. 

Within a few years, the first of the young adults born during the postwar popula¬ 
tion explosion will move into the range of our subsidiaries producing sportswear 
for career girls, and as today’s young adults marry and form families, there will 
also be a corresponding increase in the children’s wear market for which Stretchini 
produces. 

Because our growth has been on a planned, conservative, orderly basis, we have 
been able to provide better and better service to the nation’s great retailers. 

From a financial, design, marketing and manufacturing standpoint, we have 
been able to provide the scientific management in depth essential to hold product 
prices at moderate levels in the face of constantly rising expenses. 

Bobbie Brooks and its subsidiaries have constantly introduced new products, 
sold to additional stores, and increased sales per store. 

With size, we have been able to establish stronger brand name recognition, not 
only with young adults, but with store management everywhere. 

We have made continuous improvements in styling and fashion as our growth 
enables us to focus more and more talent on design, fabrics, and product develop¬ 
ment. We believe the Bobbie Brooks girl is the best-dressed young adult in the 
world, and that we can continue to make her even more attractive within the range 
of modest personal budgets. 

With Italian designers already employed by one of our subsidiaries and, with 
licensees active in many other countries, we anticipate that a broad international 
flavor will be increasingly apparent in our design concepts over the years. 

From a marketing standpoint, our entire organization has been oriented toward 
providing merchandising and service innovations, and we recognize good service 
as a key to our progress. 

Growth is meaningful only if net income keeps pace. All of our planning is 
geared to this objective, which has been achieved to date. 

There also are many possibilities for improved profit margins. Bobbie Brooks 
now produces about 65 per cent of the apparel it sells, while the remainder is 
supplied by contractor plants working under our close supervision. 

Profit margins in our own plants are higher than possible for goods purchased 
from contractors, and as we grow, the handling of the additional volume in our 
own plants should have a beneficial effect on net income. For example, Stacy Ames 
now contracts all of its apparel. A pilot plant is under consideration, and we antici¬ 
pate that Stacy Ames will eventually produce at least half of its growing apparel 
requirements. 

To sum up, the objective of Bobbie Brooks is to be one of the most successful 
companies in its industry in terms of service, volume, and earnings. We believe 
the foundations have been established for such leadership on a long-range, con¬ 
tinuing basis. 







, INCORPORATED AND SUBSIDIARY COMPANIES 

consolidated statement of income 

For the Years Ended April 30, 1963 and 1962 


1963 1962 

Net Sales.$75,762,424 $63,920,861 

Cost of Goods Sold. 51,933,031 43,996,147 

Gross Profit on Sales. 23,829,393 19,924,714 

Selling, Warehouse, General and Administrative Expenses. 16,916,593 13,904,182 

6,912,800 6,020,532 

Other Income. 31,397 32,415 

6,944,197 6,052,947 

Other Deductions—Interest Expense. 296,568 244,941 

Income Before Income Taxes. 6,647,629 5,808,006 

Federal and Foreign Income Taxes—Note 5 . 3,243,772 2,970,349 

Net Income. $ 3,403,857 $ 2,837,657 

Earnings Per Share.$ 1.09 $ .91 

Average Number of Shares Outstanding. 3,130,768 3,117,798 


consolidated statement of capital surplus 


For the Year Ended April 30, 1963 

Capital Surplus at Beginning of Year—as Adjusted for “Poolings of Interests”.$ 2,303,394 

Excess of Exercise Price Over Stated Value of Capital Stock Issued Under Employees’ Stock Option 

and Purchase Plans . 150,611 

Sundry Charges. (39,792) 

Capital Surplus at End of Year.$2,414,213 



consolidated statement of retained earnings 


For the Year Ended April 30, 1963 

Retained Earnings at Beginning of Year—as Adjusted for “Poolings of Interests”.$ 6,137,593 

Net Income. 3,403,857 

$ 9,541,450 

Cash Dividends Paid or Declared. 1,157,210 

Retained Earnings at End of Year.$ 8,384,240 


The notes to financial statements are an integral part of these statements and should be read in conjunction herewith . 




















































INCORPORATED AND SUBSIDIARY COMPANIES 






ASSETS 


As At As At 

April 30, April 30, 

1963 1962 

CURRENT ASSETS 

Cash.$ 975,759 $ 677,486 

Accounts Receivable—Trade (Net of Sales Discounts, and an Allowance for Doubt¬ 
ful Accounts of $140,495 and $115,482, Respectively) . 9,990,819 8,585,640 

Other Advances and Receivables.. 899,113 462,424 

Inventories—Note 2 . 12,815,538 10,779,038 

Unexpired Insurance and Prepaid Expenses . 142,017 169,516 

TOTAL CURRENT ASSETS. 24,823,246 20,674,104 

FIXED ASSETS—At Cost Less Accumulated Depreciation and 
Amortization—Note 3 . 7,768,148 5,445,382 

OTHER ASSETS . 251,407 435,826 


$32,842,801 $26,555,312 


The notes to financial statements are an integral part of 
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consolidated balance sheet 

LIABILITIES AND SHAREHOLDER S’ 

EQUITY 




As At 

As At 



April 30, 

April 30, 



1963 

1962 


CURRENT LIABILITIES 




Notes Payable—Banks. 

. $ 2,875,000 

$ 950,000 


Long Term Debt—Portion Due Within One Year—Note 4. 

. . 229,617 

144,492 


Accounts Payable—Trade. 

7,596,394 

6,639,902 


Accrued Expenses and Sundry Liabilities. 

. . 2,241,446 

2,369,701 


Estimated Federal and Foreign Taxes on Income. 

. . 1,996,869 

2,044,648 


Dividends Payable. 

314,257 

209,303 


TOTAL CURRENT LIABILITIES . 

. . 15,253,583 

12,358,046 


LONG TERM DEBT—Note 4 




Notes Payable, Less Current Portion Included Above. 

. . 9,705 

20,390 


Mortgage Notes Payable, Less Current Portion Included Above. 

. . 3,558,450 

2,609,937 



3,568,155 

2,630,327 


DEFERRED TAXES ON INCOME—Note 5. 

. . 80,035 



SHAREHOLDERS’ EQUITY 




Capital Stock—Note 6. 

Authorized 4,000,000 Shares—No Par Value 

. . 3,142,575 

3,125,952 


Stated Value $1.00 Per Share 




Issued and Outstanding— 




April 30, 1963—3,142,575 Shares 

April 30, 1962—3,125,952 Shares 




Capital Surplus. 

. . 2,414,213 

2,303,394 


Retained Earnings. 

. . 8,384,240 

6,137,593 



13,941,028 

11,566,939 


Commitments and Estimated Capital Expenditures—Note 9 

$32,842,801 

$26,555,312 


these statements and should be read in conjunction herewith . 
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notes to consolidated financial statements 

As at April 30, 1963 


1. principles of consolidation 
The consolidated financial statements include the accounts of 
the company and its subsidiaries. Material intercompany items 
and transactions have been eliminated in consolidation. The acqui¬ 
sition during the year of the net assets and business of Stretchini, 
Inc. (formerly Ready Maid Petticoats, Inc.) has been treated as a 
“pooling of interests”. Accordingly, the financial statements for 
the current and prior year include the assets, liabilities, equity 
accounts and operating results, on a consolidated basis, as though 
the present relationship had been continuously effective. 


purposes over the corresponding charges in the income statement. 

Fifty two percent (52%) of investment credits available under 
the provisions of the Revenue Act of 1962 was reflected as an 
increase in current and deferred tax liabilities and the balance 
($45,287), representing permanent tax reduction, was applied in 
reduction of tax expense. 

Taxable income for the year ended April 30,1963 was reduced by 
$106,109 of carry forward losses available to certain subsidiaries. 
Income from tax exempt Puerto Rican operations amounted to 
$135,302. The aggregate tax saving amounted to $91,776. 


2. inventories 

Inventories, stated at the lower of cost or market, consist of 
the following: 



April 30, 
1963 

April 30, 
1962 

Raw Materials. 

Work in Process. 

Finished Goods. 

$ 5,620,384 
2,506,288 
4,688,866 

$ 4,452,677 
2,303,371 
4,022,990 


$12,815,538 

$10,779,038 

3. fixed assets 



Fixed Assets are summarized as follows: 



April 30, 
1963 

April 30, 
1962 

Land. 

Buildings. 

Machinery and Equipment. 

Leasehold Improvements. 

$ 750,378 

4,402,025 
4,078,332 
1,031,587 

$ 576,938 

3,148,450 
3,298,977 
462,022 

Total Cost. 

Less: Accumulated Depreciation 
and Amortization. 

10,262,322 

2,494,174 

7,486,387 

2,041,005 


$ 7,768,148 

$ 5,445,382 


The provision for depreciation and amortization for the years 
ended April 30, 1963 and 1962 amounted to $634,567 and $588,590 
respectively. Certain assets acquired prior to the current year have 
been depreciated on an accelerated basis for financial statement 
and income tax purposes. Assets acquired in the current fiscal year 
have been depreciated on a straight line basis as regards financial 
reporting and on an accelerated basis for tax purposes. The change 
in method resulted in no material effect on income. 


4. long term debt 

Long Term Debt consists of the following: 


Notes Payable 


Rate 

Portion 

Portion 

of 

Due Within 

Due After 

Interest Maturity 

One Year 

One Year 

6% Feb. 1, 1965 
-%-6% Dec. 10, 1965- 

$ 10,707 

$ 9,705 

Apr. 12, 1976 

218,910 

$229,617 

3,558,450 

$3,568,155 


5. income taxes 

Provision has been made for estimated taxes deferred to future 
years resulting from the excess of depreciation charges for tax 


6. capital stock 

The following tabulation of the changes during the year in the 
number of outstanding shares gives effect to the “two-for-one” 
stock split effective August 31, 1962: 

Outstanding May 1, 1962 (adjusted for 102,440 shares 

issued to acquire Stretchini, Inc.). 3,125,952 

Issued under Stock Option and Purchase Plans . . . 16,623 

3,142,575 

In connection with the current and prior year’s acquisitions of 
other companies, an additional maximum of 137,310 shares is 
reserved for contingent future issuance. As at April 30, 1963, 
59,104 shares were reserved for issuance under an Employees’ 
Stock Purchase Plan approved August 23, 1962. 

7. stock options 

As at April 30, 1963,126,807 shares of capital stock were reserved 
for issuance upon exercise of restricted stock options which the 
company is authorized to grant to certain officers and employees 
at 85 per cent of the fair market value on the date of grant. Included 
in the figure are options granted but not yet exercised amounting 
to 89,871 shares at prices ranging from $8.45 to $20.94 with an 
aggregate option price of $1,397,592. 

After one year from the date of grant the options become 
cumulatively exercisable to the extent of one-third thereof every 
two years and expire at the end of the seventh year. The 
Company has not made any charges to income, nor will it make 
any charges against future income with respect to the options. 

8. employees* pension fund 

The Company has in operation a voluntary non-contributory 
pension plan which includes certain salaried, hourly and com¬ 
mission basis employees. The plan provides for normal retirement 
at age 65 or earlier optional retirement under certain conditions. 
Past service liability as at April 30, 1963 amounted to $522,029 
and is currently being provided for by payments in twenty-eight 
annual installments. The costs of the plan for the years ended 
April 30, 1963 and 1962 were respectively $354,060 and $319,040. 

9. commitments and estimated capital 
expenditures 

The Company is lessee under various long term leases which ex¬ 
pire between 1966 and 1975. These provide for aggregate average 
annual rentals of approximately $462,000 plus in some instances 
real estate taxes and other expenses. Five of the leases, having 
aggregate average annual rentals of approximately $86,000, con¬ 
tain options for the Company to acquire the properties. 

Capital expenditures currently contemplated by management 
are estimated at approximately $800,000. 


report of independent certified public accountants 


To the Shareholders 
Bobbie Brooks, Incorporated 

In our opinion, the accompanying statements present fairly the 
financial position of Bobbie Brooks, Incorporated and subsidiary 
companies as at April 30, 1963 and the consolidated results of 
operations for the year then ended in conformity with generally 
accepted accounting principles applied on a basis consistent with 
that of the preceding year. Our examination of these statements 


was made in accordance with generally accepted auditing stan¬ 
dards and accordingly included such tests of the accounting records 
and such other auditing procedures as we considered necessary 
under the circumstances. 


Clarence Rainess & Co. 

New York, N. Y. 

June 28, 1963 
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ten-year financial summary* ** 
years ended April 30 



1954 

1955 

1956 

1957 

1958 

1959 

1960 

1961 

1962 

1963 

Net Sales 

$13,576,900 14,365,900 

16,827,500 20,912,800 22,341,500 25,014,600 

35,721,000 

52,577,500 63,920,900 75,762,400 

Earnings Before Income Taxes 

466,200 

504,400 

619,900 

1,233,900 

1,284,100 

2,133,400 

3,451,400 

4,732,900 

5,808,000 

6,647,600 

Provision For Income Taxes 

261,400 

258,500 

330,200 

652,200 

655,900 

1,104,500 

1,799,600 

2,412,100 

2,970,300 

3,243,800 

Earnings After Income Taxes 

204,800 

245,900 

289,700 

581,700 

628,200 

1,028,900 

1,651,800 

2,320,800 

2,837,700 

3,403,800 

Net Earnings Percentage 











of Sales 

1.5% 

1.7% 

1.7% 

2.8% 

2.8% 

4.1% 

4.6% 

4.4% 

4.4% 

4.5% 

year-end position 











Current Assets 

$ 3,046,600 

3,477,100 

5,089,800 

6,127,700 

5,104,800 

7,044,000 

11,810,500 

16,960,100 20,674,100 24,823,200 

Current Liabilities 

2,264,300 

2,601,700 

4,202,400 

4,844,100 

3,504,400 

3,758,700 

6,990,300 

10,259,400 12,358,000 15,253,600 

Working Capital 

782,300 

875,400 

887,400 

1,283,600 

1,600,400 

3,285,300 

4,820,200 

6,700,700 

8,316,100 

9,569,600 

Current Ratio 

1.4 

1.3 

1.2 

1.3 

1.5 

1.9 

1.7 

1.7 

1.7 

1.6 

Property, Plant, Equipment— 











Gross 

$ 519,400 

634,600 

1,009,300 

1,147,800 

1,567,300 

1,739,100 

3,158,700 

6,822,900 

7,486,400 10,262,300 

Accumulated Depreciation 











& Amortization 

218,100 

301,700 

342,200 

428,600 

532,100 

627,200 

848,600 

1,485,400 

2,041,000 

2,494,200 

Property, Plant, Equipment— 











Net 

301,300 

332,900 

667,100 

719,200 

1,035,200 

1,111,900 

2,310,100 

5,337,500 

5,445,400 

7,768,100 

Long Term Debt 

600,000 

500,000 

565,600 

451,900 

485,700 

381,400 

463,000 

2,786,900 

2,630,300 

3,568,200 

Preferred Stock Outstanding 

— 

— 

— 

— 

100,000 

— 

— 

— 

— 

— 

Common Shareholders’ Equity 

513,500 

745,000 

1,034,500 

1,616,000 

2,138,700 

4,168,200 

6,919,400 

9,624,300 11,566,900 13,941,000 

per common sliare 

* 










Earnings After Income Taxes 

$ .10 

.12 

.14 

.29 

.31 

.48 

.68 

.77 

.91 

1.09 

Working Capital 

.38 

.43 

.44 

.63 

.79 

1.54 

1.96 

2.23 

2.67 

3.06 

Common Shareholders’ Equity 

.25 

.37 

.51 

.79 

1.05 

1.95 

2.82 

3.20 

3.71 

4.45 

Average Number of Common 











Shares Outstanding (Adjusted) 

2,038,656 

2,038,656 

2,038,656 

2,038,656 

2,038,656 

2,138,656 

2,455,322 

3,004,018 

3,117,798 

3,130,768 


* Based on average number of shares outstanding each period retroactively adjusted for the recapitalization of January 12, 1959 and the 
two-for-one stock splits effective February 26, 1960 and August 31, 1962. 

**Figures for the years 1961, 1962 and 1963 have been changed to include the operating results of the companies acquired on a 44 pooling of 
interests ” basis, as though the present relationship had existed in the year prior to acquisition. Years prior to 1961 have not been so restated. 
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offices and plants 

Executive Offices and National Distribution Center 
3830 Kelley Avenue, Cleveland 14, Ohio 

Regional Sales Offices and Showrooms 

New York Chicago 

Cleveland Dallas 

Atlanta Los Angeles 

District and Sales Offices 

Birmingham 
Boston 
Cincinnati 
Denver 
Detroit 
Houston 
Indianapolis 
Jamaica, N. Y. 

Kansas City 
Memphis 
Milwaukee 

Plants 

Cleveland, Ohio 
Bellaire, Ohio 
West Helena, Arkansas 
Lepanto, Arkansas 
Lock Haven, Pennsylvania 
Butler, Pennsylvania 
Montgomery, Pennsylvania 
Washington, Pennsylvania 
Greensburg, Pennsylvania 
Reading, Pennsylvania 
Bowling Green, Missouri 
Vandalia, Missouri 
Hialeah, Florida 
Coamo, Puerto Rico 
Larchmont, New York 
Port Chester, New York 
Florence, Italy 


officers and directors 

Officers 

President, Maurice Saltzman 

Vice President, Burton L. Kamberg 

Vice President and Treasurer, Jacob Landis 

Vice President, Julius Ludwig 

Vice President, David Margolis 

Vice President, Stan L. Marshall 

Vice President, Lester Schwartz 

Secretary, Cele Stein 

Board of Directors 

Eugene H. Freedheim 
Burton L. Kamberg 
Jacob Landis 
Julius Ludwig 
David Margolis 
Stan L. Marshall 
William G. F. Price 
Maurice Saltzman 
Sam H. Sampliner 
Lester Schwartz 
Cele Stein 

Transfer Agents 

The Cleveland Trust Company 
Cleveland, Ohio 
The Chase Manhattan Bank 
New York, N. Y. 

Registrars 

Central National Bank of Cleveland 
Cleveland, Ohio 

Chemical Bank New York Trust Company 
New York, N. Y. 

Auditors 

Clarence Rainess & Co. 

New York, N. Y. 

Counsel 

Hahn, Loeser, Freedheim, Dean & Wellman 
Cleveland, Ohio 


Minneapolis 

Nashville 

Newark 

New Orleans 

Oklahoma City 

Philadelphia 

Pittsburgh 

St. Louis 

San Francisco 

Seattle 

Washington 



Colebrook management — From left to 
right, Morton Hill, President; Howard A. 
Smith, Vice President - Marketing; and 
Richard B. Wolf, Vice President- 
Manufacturing 


Stretchini management — From left to 
right, Manuel Blattberg, President; 
Marie Rao, Secretary; Irving Hochberg, 
Executive Vice President; and Sidney 
Shiller, Vice President-Marketing. 



Stacy Ames-Kelly Arden management— 
From left to right, David Rosen, Vice 
President; Meyer Halpern, Vice Presi¬ 
dent; David Warren, President; and 
Irwin Hunter, Vice President. 
















Bobbie Brooks Board of Directors — From left to right, seated, Mr. Ludwig, Mr. Landis, Mr. Saltzman, Mr. Kamberg, 
Miss Stein; standing, Mr. Margolis, Mr. Sampliner, Mr. Freedheim, Mr. Price, Mr. Schwartz, Mr. Marshall. 
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Some of The Many Country Looks By Bobbie Brooks 
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